





1982 article index 


The following index lists all feature articles 
that appeared in Medical Marketing & Media from January 
through December of 1982. Monthly columns — Washington Update, 
PMA Capsules, and Update — are not included. 





ADVERTISING 





(See also “Making Advertising Work”) 

“1982 health-care agency profiles,” 
December, p. 24. 

“The case for ad pre- and post-testing,” 
by Edward Roseman, Ph.D., June, 
p. 26. 

“The FDA examines the brief summary, 
by Peter H. Rheinstein, M.D., R. 
Hoyt Walbridge, Richard L. Oliver, 
Ph.D., and Arthur K. Yellin, March, 
p. 16. 

“How can the client ensure better agen- 
cy performance?” by Edward Rose- 
man, Ph.D., May, p. 38. 

“How do single-advertiser publications 
fit in the media mix?” roundtable 
discussion, January, p. 22. 

“New profits from the ‘new proprie- 
taries’,” February, p. 20. 

“Putting frequency strategies to work in 
media planning,” by William V. 
Behrmann, September, p. 108. 

“Rundown of projected ad readership 
studies: 1982,” by Kent R. Maffett, 
January, p. 38. 





CAREERS 





“So you want to start your own busi- 
ness,” by Robert J. Botto, July, 
p. 26. 

“Why ‘industry’ people move around so 
much,” by Joseph A. Twist, Novem- 
ber, p. 68. 





“CAREERS CORNER” 





“My new job isnt working out!” by 
Sam Skeegan, December, p. 18. 


“Today’s hottest job: Marketing man- | 


ager with sales experience,” by Sam 
Skeegan, September, p. 32. 





EDUCATION 





(See also Selling/ Detailing) 

“Are your CME programs gathering 
dust?” by George D. Oetting, Ed.D., 
June, p. 38. 

“How well is the Certified Medical 
Representative program working?” 
by Harry L. Slone, April, p. 29. 





FINANCIAL OUTLOOK 





(See also “Market Facts”) 

“Drug company earnings buck the 
gloomy second quarter,” September, 
p. 52. 

“Financial analysts assess the industry’s 
outlook,” roundtable discussion, Feb- 
ruary, p. 28. 

“Health-care company earnings: Still 
strong in the third quarter,” Decem- 
ber, p. 15. 





“The next three years: A sensational 
outlook for CV products,” Septem- 
ber, p. 42. 

“The 26th annual Albany Rx survey 

Tylenol with Codeine leads the 
way,” by Rinaldo V. DeNuzzo, April, 
p. 36 





GOVERNMENT REGULATION 





(See also “Speaking Out”) 

“Drug recalls — the costs are higher but 
the service is better,” September, 
p. 90. 

“The FDA examines the brief sum- 
mary,” by Peter H. Rheinstein, M.D., 
R. Hoyt Walbridge, Richard L. 
Oliver, Ph.D., and Arthur K. Yellin, 
March, p. 16. 

“Schweiker’s plan for streamlining the 
NDA process,” by Richard S. 
Schweiker, August, p. 44. 





INTERNATIONAL 





“Barbados a sunny alternative for 
your company,” October, p. 50. 

“11 keys to successful marketing over- 
seas,” by Lee Brown, March, p. 48. 
“Technology translation: A necessary 
marketing science,” by George D. 

Fowle, May, p. 30. 
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1982 ARTICLE INDEX 








“INTERNATIONAL MARKETING” 





, 


“Advertising north of the border,’ 
December, p. 56. 

“Do you need an export management 
consultant?” by David L. Koppana 
and Michel Lendvai, August, p. 50. 

“In overseas advertising it’s ‘la difference’ 
that counts,” October, p. 76. 





“MAIL COMMUNICATIONS” 





“A foolproof checklist for successful 
mail,” by Robert F. Wilson, Septem- 
ber, p. 68. 

“A fresh campaign can help wilting 
sales,” by Robert F. Wilson, Novem- 
ber, p. 76. 





“MAKING ADVERTISING WORK” 





“Ad pre-tests can predict post-tests,” by 
John L. Palshaw, April, p. 16. 

“Are you mining the wealth in ad 
readership data?” by John L. Pal- 
shaw, September, p. 28. 

“Converting ad concepts to Rx interest,” 
by John L. Palshaw, June, p. 14. 

“Is your research team ready for the ’83 
season?” by John L. Palshaw, No- 
vember, p. 24. 











“MARKET FACTS” 





“Pharmaceutical advertising: A strong 
start for 1982,” June, p. 10. 

“Pharmaceutical advertising: CV drugs 
continue to top the top 100,” August, 
p. 10. 

“Pharmaceutical advertising: 1981 
the year of the CV drug,” March, 
p. 10. 

“Pharmaceutical advertising: Third 
quarter 1981 continues strong,” Jan- 
uary, p. 18. 





MARKETING — 
POTENTIAL MARKETS 





(See also Financial Outlook) 

“Are you ready to market to patients?” 
by Juliet G. Zimmerman, October, 
p. 22. 

“Biotechnology: From promise to prod- 
uct,” by James E. Flinn, Ph.D., 
October, p. 88. 

“Cable Health Network — a direct-to- 
consumer market approach,” July, 
n: Sz: 

“Home care is where the dollars are,” 
November, p. 84. 

“New directions for the expanding lab 
market,” by Paul Brown, M.D., July, 
p. 18. 

“New profits from the ‘new proprie- 
taries’,” February, p. 20. 

“The ‘new surgery’ means a broader 
drug market,” by Robert P. Gold- 
man, June, p. 44. 





MARKETING — 
TOOLS & TECHNIQUES 





“Basics of a smooth-rolling business 
presentation,” by Richard W. Beach, 
January, p. 42. 

“Focusing marketing communications 
in a tight-budget world,” by George 
M. Naimark, Ph.D., November, 
p. 28. 

“How a telemarketing service can save 
detailing dollars,” by Claude Harkins, 
October, p. 104. 

riow good is your plan-of-action book- 
let?” by Edward Roseman, Ph.D., 
November, p. 70. 

“How interactive computers helped 
launch Desyrel,” August, p. 38. 

“How physicians see themselves — and 
their image,” by Stephen W. Brown, 
Ph.D., February, p. 46. 

“How well is the Certified Medical 
Representative program working?” 
by Harry L. Slone, April, p. 29. 

“Meshing sales compensation with stra- 








tegic goals,” by Peter J. LaPlaca, 
Ph.D., June, p. 32. 

“Pointers on publicizing your product,” 
by Annette Oestreicher, October, 
p. 58. 

“Portable computers — the ultimate 
sales tool,” September, p. 54. 

“Targeted promotion: Key to a success- 
ful product launch,” by David Wright, 
May, p. 44. 

“Which abilities make an effective 
product or sales manager?” by Mar- 
vin Rafal, January, p. 48. 

“Why not increase your sales activity by 
telephone?” by Andy Salm, Septem- 
ber, p. 98. 





MEDIA — ELECTRONIC 





“Cable Health Network — a direct-to- 
consumer market approach,” July, 
p. 52. 

“Cable Health Network is on the air,” 
September, p. 78. 

“Medical marketing in the year 2000: 
The impact of the new media,” by 
Warren H. Ross, August, p. 24. 

“A sound future for PRN?” November, 
p. 36. 

“Videodiscs: A leap forward in educa- 
tional marketing,” by William Cas- 
tagnoli, June, p. 16. 

“Will electronic media transform physi- 
cian and patient education?” panel 
discussion, October, p. 62. 





MEDIA — PRINT 





“How do single-advertiser publications 
fit in the media mix?” roundtabie 
discussion, January, p. 22. 

“The new desktop media: Permanent or 
passing?” roundtable discussion, 
July, p. 32. 

“Putting frequency strategies to work in 
media planning,” by William V. Behr- 
mann, September, p. 108. 

“Who is International Thomson Orga- 
nisation anyway?” May, p. 22. 
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NEW PRODUCTS 





(See also “New Products Review”) 

“The marketer’s role in new product 
acquisitions,” by Jerrold M. Hirsch- 
berg, October, p. 96. 

“Measuring new product acceptance,” 
by John W. Benson, November, 
p. 60 





“NEW PRODUCTS REVIEW” 





“1982 introductions: Zovirax tops a 
strong list,” September, p. 12. 

“Who are the big winners in scripts and 
sales?” November, p. 44. 





PHARMACEUTICAL INDUSTRY 


booklet?” by Edward Roseman, 
Ph.D., November, p. 70. 
“How healthy is the sales force?” by 


| Edward Roseman, Ph.D., Septem- 
| 


ber, p. 82. 
“How well is the Certified Medical 
Representative program working?” 


| by Harry L. Slone, April, p. 29. 
| 





“SPEAKING OUT” 





“A call for a stronger industry-medicine 
partnership,” by John W. Hanley, 
April, p. 20. 

“The case against patent life extension, 
by Alfred B. Engelberg, August, 
p. 14. 
| “The case for drug patent life exten- 
| sion,” by Peter Barton Hutt, May, 
p. 10. 


- 





“The commissioner responds to charges 
of FDA laxity,” by Arthur Hull 
Hayes, Jr., M.D., December, p. 10. 

“The FDA commissioner’s commitment 
to cooperation,” by Arthur Hull 
Hayes, Jr., M.D., July, p. 12. 

“The future has no room for ‘pseudo- 
pharmacy’,” by Kenneth N. Barker, 
Ph.D., November, p. 12. 

“High-tech drug development will con- 
tain health costs,” by Patrick Zenner, 
February, p. 10. 

“More is not better when it comes to 
regulation!” by Dr. Sanjaya Lall, 
October, p. 12. 

“A senator calls for regulatory relief,” 
by Sen. Charles McC. Mathias, Jr., 
January, p. 12. 

“Status report: Reforming the FDA 
regs,” by Joseph P. Hile, September, 
p. 22. s 





(See also Marketing, International, Sell- 

ing / Detailing) 

“Drug costs can be defended,” by 
Armistead M. Lee, March, p. 36. 
“Let’s improve product manager train- 
ing,” by Edward Roseman, Ph.D., 

March, p. 26. 

“The 26th Albany Rx survey — Tylenol 
with Codeine leads the way,” by 
Rinaldo V. DeNuzzo, April, p. 36. 

“What pharmacy and the drug industry 
can learn from each other,” by Bruce 
A. Berger, Ph.D., July, p. 48. 

“Which abilities make an effective 
product or sales manager?” by 
Marvin Rafal, January, p. 48. 





SELLING/DETAILING 





“A doctor’s-eye-view of detailing,” by 
David W. Moore, M.D., February, 
p. 58. 

“Emergency treatment for hospital sales 
training,” by Ted Maurer, October, 
p. 114. 

“From detail man to pharmaceutical 
consultant,” by John F. Carlucci, 
October, p. 40. 

“How good is your plan-of-action 
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To reserve advance space; cairthe BMA at (312) 634-1402 








